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We are all in the business of
attracting, converting, and
keeping customers....marketing.
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SBA study concluded:
Business Failure Rate (10 year study)
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SBA study concluded:

“Business failure was attributed to
not having sufficient customers to
produce a consistent profit.”

_Or_

Not enough sales!
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Build a marketing communications
plan using 6 easy steps:

Situation Analysis

Goals & Objectives

Unique Selling Proposition
Marketing Vehicles

Budget

Evaluation & Accountability
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First Step:
Situation Analysis

BOOT CAMP

You must be able to answer these

W
W
W

3 questions about your business:

1.

N0 Is my target market?
nat is it they want?

ny should they buy from me?
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TELEPHONY

WITH TELOGY
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Telogy Releases Voice-Over-

Packet Software
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Motorola invests in Telogy
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THuRrsDAY, JUNE 3, 1999

Texas Instruments to Buy Telogy

Deal for Md. Firm Is Part of Entry Into Phone Services Field

By Jou~ Scuwartz
Washington Post Staff Writer

Texas Instruments Inc. is snap-
-ping up Maryland-based software

part of the semiconductor giant's
push to lead the burgeoning market
in offering telc'phone services over
computer netwi
TI announced yesterday that it
would pay 4.1 million shares of
swck for the closely held German-
TI shares rose $4.31%
ymterday to $110.93%.

nologies Corp. to Sweden's Erics-
son AB in May, that underscore the
Tregion’s m‘owing importance as a
technology cen
Telogy. whxc.h is backed by Mo-
la Inc., Ameritech Corp. and
wch investment firms as Weiss,
Peck & Greer, makes software that
allows computer networks to be
used for voice telephone calls, faxes
and more. Telephone and cornpmer
networks are fundamentally differ-
ent: Tndmonal phone calls tie up a
line between the sender and

In Profile
Telogy

Business: Produces software that
links voice and data networks

Based: Germantown
Established: 1989

Employees: 110

Chairman: John G. Puente

Chief executive: Joseph A. Crupi
1998 revenue: $14.2 million
1998 net income: $200,000
Web address: www.telogy.com

SOURCE: Telogy
THE WASHINGION POST

can make the most of those net-
works, eliminating voice-only tele-
phone lines, squeezing more calls
into them and saving on long-
distance char;
Telogy believes the market for such
services will top $1 billion by 2002.
Telogy’s software is used by a
who's who of computer networkmg

reuplent, hil

more efficiently bluk up informa-
tion into packets of data. Using
computer networks for voice calls

Co., and Nortel Net-
works Corp.

Texas Instruments makes the
“digital signal processing” (DSP)

chips that are important to com-
puter telephony, and that are u

in cellular telephones. By

the software company under, l!a
corporate umbrella, “we’re

tobe able to offer better solution§,”
said Joseph A. Crupi, presldep:
and chief executive of Telogy.

Texas Instruments has mms!
ingly focused on its successful
tal signal-processing business' i
recent years. The company solgqtq
money-losing memory-chip busis
ness last year, and has been acquir:
ing other companies that mn Enj
‘hance its DSP line.

In the deal announced yegm
day, Telogy will become a wholly
owned subsld:ary of TI but \h]l
continue to operate from German-
town. The acquisition will require-
approval from antitrust
and the shareholders of both
panies.

The TI move comes a day
the world's biggest chip manumﬁ
turer, Intel Corp., annor
was buying another Internet tele-
phony firm, Dialogic Corp. .«

Both purchases are attempts-to
benefit from the convergencef of
telephone and computer techneler
gies, said Dan K. Scovel, a semi
conductor analyst with Fahnestaek
& Co. “These guys are :umpmgd
that bandwagon, trying to sémve
whatever [market] results from
those two [technologies] crashifg
together,” he said. . b |

whga
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All we can add to your
IP telephony idea ...

... is what makes
it work.

Go with the leader thot Cisco, 3Com, Nortel Networks, and Motorolo trust to moke their
products work. lHere's tha fastast way ko design netwcriing producs shat integrate weice, fox and dato aver packe: natworks.
Fartrar with Telagy Metworks®, Cur Galden Gateeay® VolP embedded software, aking with Texns Instruments' 'C344” ganenation of
pragrammab®a digits) signal procassors, is already the industre's mes: widaly daployed techaology _. ValF-enabling everything from

catle and D5L madems up to carriercloss central office switchas. Which means once you contact @

Te'agy, you can egin to facus on making your product differens, whis we facus on making it wark.
lar praduct infarmatian, &mail us ot hest@elagycarm, or sisit aur Wab site.
e b B 580
e FiEe www.telogy.com/best
i it 5Ttz b,

THE LEApiuc Proviven OF EMODEDDER COMMURICATIONS SOFTWARE

TExAS
INSTRUMENTS




“And the second person
to do it was...

Telogy Networks®can
help you win the race to

ing ever
v, emall s ot

b m0® -

www.telogy.com/voipl

3 5 b=
site for product informonti

T o visil

ad your
= P white poper

THe Leaoine Provioer OF EMEEDDED COMMUNICATIONS

\ Q’ TEXAS
SOFTWARE INSTRLMENTS

you know, that otherguy...”

BOOT CAMP
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By all of our metrics, this was the most successful VolP
product launch in the history of Tl, generating 4,822,178
impressions and 55 articles in Q1. The VoIP business unit
generated the most coverage in the first quarter of any
business unit with Tl -- worldwide. The team scheduled
briefings with 10 analysts and 15 trade press editors,
garnering quotes from key analysts and securing

placements in 91% of our targeted publications.

-- Lynn Anne Miller, Director,
Corporate Marketing, Tl
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Second Step:
Goals & Objectives
These tend to be :

e Brand Image
® Awareness
e | ead Generation
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Third Step:
Unique Selling Proposition

Why should they buy from me?

e The answer becomes the basis
for your Unique Selling
Proposition (USP)
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Fourth Step:

Marketing Vehicles

Marketing Vehicles Pyramid

¢ |
Cost / ‘ — \ _{ c?’setr Lead
Perlead A/ ' .\ Triangle’

Advertising

Public Relations
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1Core Networks
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“iCore > Hosted VolP. VoPI Provider - Windows Internet Explorer

@ L A |g, Rtk j oy icore . comy M *| X | |Live search | 2|~
W [88{' I (& MicraTech — Information Tec,.. | € |iCore > Hosted YoIP, YoP. ., X [ﬁM\cmTech —Infarmation Tec... ] {& Creative Portfolio I l ﬁ ) @ = [ Page - 9} Taols -

Products & Solutions Resources Partners Company News Customer Support Blog

VO P I VS (] Vo I P FREE VoP| Assessment

VoPI (Voice over Private Internet) and VoIP (Voice over Internet|Protocol) have one critical difference:

VoPI extends private, protected networks and VPN to create a managed system where telephony, data, audio
and video converge. VoIP traditionally uses the public Internet furtelaphony, au fvideo conferencing and data
transfer, giving users and providers less security and control.

Learn More

News | Whitepapers Blogs " Customer Support VoPI: Business class telecommunications that do
iCore Ranks No. 25 eon the 2008 Inc. 500 H more and COSt |ESS

To Conserve Telecom Costs, National Wildlife Federation

2

f |23 GHPOWERPO. .. " I3 GiCase Studies M@4 Microsoft ..., -“ IE_J Documnents - ... " [ Adobe Phatos. . ]

Mow small and medium-sized organizations can get the same telecommunications
capabilities that Fortune 500 companies have with only one thing missing. The cost.
Using VoP1 — Voice owver Private Internet — iCore leaves analog telephone systems,
such as PBX, and consumer-grade VolIP in the dust. ==

Selects iCore

iCore Sponsors the Washingten
Kastles

Testimonials
iCore Wins UNCF Contract for

Internet Telephony t upgrade boosted the productivity of sur support staff immensely. We're now getting

service that I exp
- David Taylor, Capital Solutions

v

& Inkernet FA00% -

@4 Microsaft ...
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With iCore
You Don't Need To Be A Big Company
To Communicate Like One.

Case Study

Focus on XYZ Corp.
Leading Widget Manufacturer, Richmond, VA
The Problem facing XYZ Corp.

Si meliora dies, ut vina, poemata reddit, scire

velim, chartis pretium quotus arroget annus.

scriptor abhinc annos centum qui decidit, inter
perfectos veteresque referri debet an inter vilis

atque novos. Excludat iurgia finis, Est vetus

atque probus, centum qui perficit annos. Quid, @ The switch to iCore

has improved reliability
and saved us money in
operating costs.

velim, chartis pretium quotus arroget annus. ~Betty Smith XYZ Corp.

The iCore Solution:
Si meliora dies, ut vina, poemata reddit, scire

saiptor abhinc annos centum qui decidit,

inter perfectos veteresque referri debet an

inter vilis atque novos. Excludat iurgia finis, Si meliora dies, ut vina, poemata reddit,

T g —— scire velim, chartis pretium quotus arroget

With iCore Any Company Can haTSOrHe annos. Quid, qui deperit minor uno mense annus. scriptor abhing annos centum qui
Communicate In Business Class. et o o e

decidit, inter perfec-

vel anno, inter quos referendus erit. Veteresne

poetas, an quos et praesens et postera re- tos veteresque

spuat aetas. referri debet an

Iste quidem veteres inter ponetur honeste, qui inter vilis atque

vel mense brevi vel toto est iunior anno. Utor novos. Excludat
permisso, caudaeque pilos ut equinae paula- iurgia finis, Est
tim vello unum, demo etiam unum, dum vetus atque @
cadat elusus ratione ruentis acervi, qui redit in
fastos et virtutem aestimat annis miraturque
nihil nisi quod Libitina sacravit.

Ennius et sapines et fortis et alter Homerus, ut

critici dicunt, leviter curare videtur, quo @

ASmall Investment
With Huge Benefits
* lmproved coployce efficiency sad

Icore ame

+Techmolbogy grows as yoa gram
* Save 0%
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Selling a disruptive technology that works:
ICore

April 28, 2009

By Allan Maurer

MCLEAN, VA - When telecom veteran Stephen Canton, CEO and chair of VoPI company iCore,
founded the company in 2001, he had to seed it himself because “No one had ever done this be-
fore.” he says of the hosted phone services model. “If you think it's such a great idea, do it with
your own money,” one former partner who had made money with him previously told him.

He did, funding it himself for three years, through 2003
and winning its first customer in 2004. By 2006, |Core ra-sed an oversubscnbed Around of $6
million and in 2008 did a $2 million inside round.

This year the company also renegoliated its line of credit with Chevy Chase Bank. The company
now has more than $20 million invested in the company and ils infrastructure.

Voice Over Internet Protocol, VoIP for short, is the routing of voice conversations over the inter-
net or any other IP-based network. VoIP allows users access 1o advanced fealtures that take ad-
vantage of integrated voice and dala network environments.

iCoreis a ing and VolP pany that offers small and medium-sized business
amanaged, secure, hosted, end-to-end voice and dala system that gives them the same capa-
bilities enjoyed by Fortune 500 companies at a savings over their current voice and data
providers.

Now ing its fifth i y. the 60 pany has doubled its number of sub-
scribers every year and now has 20,000 business customers.

Online consumer oriented VolP, iCore sells voice over private internet—in which everything is
secure on a dedicated circuil. Because the system and its applications are hosted, businesses
do not need to install equipment and firewalls and so on at every location, Canton says.

It can be used with phones from any maker, but iCore sells Cisco equipment. “They're the de-
facto leader and will continue to be," says Canton. “They have a $7.5 billion a year in cashfiow.”

Deciding to go with one equipment maker evolved from a story one of iCore's investors told Can-
ton while he and his engineers were lesting a roomful of equipment from various manufacturers.

“He was the founder of Airbus USA and when he walks into a room, everyone stands up,” says
Canton. He called during the equipment deliberations. “He said, ‘Did | ever tell you how South-
wes! Airlines got started? Its model is based on one key decision. They chose just one type of

aircraft.”

That, explains Canton, means they don't need to train mechanics on different airplanes, order
parts for different airplanes or worry about supplies for different airplanes. “So we went with the
Southwest Airlines model," says Canton, “and chose Cisco.”

Because iCore's voice Private i (PBX) ication is housed in a carrier
grade facility, it eliminates the worries about system failures due to power outages. The com-
pany adds a further level of securily by having fully redundant systems in case of an equipment
failure.

The company says it can save more than 40 percent on monthly and annual communications
costs and eliminates the need o buy an expensive in-house VolP PBX.

Today cashflow positive iCore has more than $40 million in contracts with “Some of the best en-
terprise customers in the country,” says Canton. “We're ringing up sales with a disruptive tech-
nology that works.”

Online: wwaw.icore.com

KETIN
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We've seen VoPI before, when we try to type VolP too quickly. But,
it's actually a real thing, and lucrative. iCore CEO Steve Canton tells
us his McLean-based company specializes in voice over private
internet. “From a data center in Ashburn, we can provide private
phone networks anywhere in the world,” says Steve, whose company
has built networks for clients like Lumber Liquidators, the National
Wildlife Foundation, the United Negro College Fund, and Sport &
Health Clubs.

Steve's team boosted iCore to a strong Inc. 500 showing. (They need
just 23 more people holding up one finger to get the ranking right.)
Steve grew up in DC (Duke Ellington HS) but went to Regis College
in Denver. He was an exec for a number of telco companies including
Cable & Wireless PLC, Allnet Communications, Bell Atlanticom, Telco
Communications, and Excel Communications. Outside work, he's
coached soccer for his three daughters and proudly displays his
youngest's team’s championship trophy.
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It takes a tough sales force to thrive in a recession. Case in
point: iCore Networks (No. 29 on our list), a McLean, Virginia,
company that sells secure VolP phone systems to businesses,
law firms, and associations. Here’s a look inside one of the
most efficient and aggressive teams on this year’s Inc. 500.

BY THE NUMBERS:
HE BOTTOM LINE

By MIKE HOFMAN AND APRIL JOYNER i lIlustration by MILES DONOVAN

Michael Bertamini, Compensation
: vice president of sales £
The Hiring Process Bertamini prides himself Slase shlar], FEUiss/on

1. An executive recruiter prescreens candidates to find reps
with a few years experience outside the telecom industry.

2. Afirst interview with sales manager Anthony Chapa.

Only 10 percent of candidates advance beyond this stage.

3. Next, a candidate spends a full day with a rep door-to-door
cold-calling. “We've had people leave halfway through.
because the pace was too much for them,” Chapa says.

4.An interview with Michael Bertamini, VP of sales.

on discipline, though his Average first-year income:
methods have their limits $92,00
“We've had good people Average second-year income

leave because of burnout, $121,000

and gotten bigger than
customer service could at Average third-year income:

times handle,” he says. $150,000

1 | [Ed Repa, national
‘account executive

-~ RichScatt,rep |
[ -IThe top seller in each -

~of the past

Just closed a $1.4 million
He's de: d
‘He's been such.

ing Bertamin
for the job-

heartache.”
mint says:

+

Tess Lopez,

The Typical Workday

7:30 @.m. one or two new reps
meet with their manager for individual
coaching. “We use this time to help a
rep who is poor in a particular area,
like learning how to talk about the
technology or how to set a realistic
forecast,” Bertamini says.

9 @.M. An hour of intense
telemarketing (20 to 25 calls per
rep) to cultivate companies that
reps can call on later that day.

o

8a.m. Reps gather to discuss.
successes and failures from the day
before and to role-play how to

overcome objections;

SEas

_— aSETEEs

o gen Calling On Customers Im S\i‘g

1. On a scheduled introductory call, the goal
. is to discern whether iCore’s system would
be useful for a prospective customer.

]:he Sales Philosophy el fi i it X

i . After tf it it - t
Without abrandnameand iimismisioniisn. @y
without market share, the  3.1fyou get no further than the outer ofice,
0n|y way to C|0$G deals is ma|khe sure y?u s\zﬁ u: mke age of the phone

cle on the receptionist’s desk.
through activity—that

means feet on the street

and knocking on doors.” °

—Stephen Canton, iCoré’s founder and CEO

The Results
Total revenue, 2008:

$17,025,510

Revenue per salesperson:

The Expectations $1,418,793
Quotas are set by the number of .
o “seats” the reps sell, which Re2venue versus quota, 2008:
corresponds to the number of +25 percent
The Employee Handbook gd\vldua\ pr;unesusmgme system. 5 p AT,
1. Be willing to be coached and managed. ompanywide quota evenue growtn, =Ua:
Don't be set in your ways. 8,000 seats a year +45 percent
2.Be on time for the 8 a.m. meeting, and

Experienced rep’s quota:
1,500 seats a year
New hire’s quota

75 seats per month

return in the afternoon to plan for the
following day.

3. Beinterested in a career track. The plan
is to expand geographically with account
executives becoming managers and opening
up new territories, starting with Philadelphia

Anthony Chapa, sales manager
Aworkaholic whose schedule
generally entails a 12-hour day,
Chapa is responsible for getting
new reps up to speed.

Inez Sobezak, rep
Came to iCore from alarge

consulting firm. She is also a
competitive bodybuilder.

Alicia Easby-Smith, rep
Aformer college rower, she is
new to sales. Previously ran
three Lilly Pulitzer boutiques.

Craig Rogers rep

Having survived the hiring
process, he sees “the
value of having a lot of
eyes on each candidate.”

Joel Fister,
manager,
national key sales
Joined iCore as

been our No. 1 +
performer for
four years

4:30 p.m. > 6 P.M. Reps return o the
office to enter the information they've gathered into
iCore’s contacts database and Salesforce.com CRM
software and to research the prospects and places
they intend to visit the following day.

10a.m. = 4 p.m.reps
ng.

head into the field for cold-
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Drive Your Own Destiny.

(]

Race your profits forward.

G futu
\ x /.c‘ve grown over 60% in each of the past three rou your company's fue.

‘Thanks to all of our

rears, We've achieved stellar performance partners for making
¥ pe these awards possible! m

because our service and support is unlike anything
you or your customers have ever experienced.
Focus. Clarity. Vision.

With ICAT on your team you eliminate the risks
and guarantee your profitable growth.

There’s no question ICAT is racing forward. Our
single-minded focus and elear vision has been . ™
recognized with awards from business and industry
leaders. So that leaves only one question. When are you I [: H T
joining the ICAT race team? To become an ICAT Agency, lo g istics, inc.

or for more information, call us at 800-572-1324 or Moving at the speed of right.
www.icatlogistics.com

800-572-1324
e

e-mail learn. more@icatlogistics.com
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Chart a Smart Course.

Arrive on your own terms.

Fncus. Clarity. Vision. These are the three Grow your company's iture.

Thanks to all of our

redsons we've grown over 60‘% ll'! ea.ch' of the p‘.‘isl mﬁ;ﬂnﬁﬂu ) Im
three years. Our support and service is unlike anything 5 o
you or your customers have ever experienced.

With ICAT on board, you eliminate the risks and
guarantee profitable growth.

There’s no question ICAT is moving forward full-
speed-ahead. Our Focus, Clarity, and Vision have been
recognized with awards from business and industry
leaders. So that leaves one question. When are you

coming aboard? | [: " I
To become an ICAT Agency, or for more lo gistics, inc.
information, call us at 800-572-1324 or Leading at the Speed of Right.

‘www.icatlogistics.com
800-572-1324
e

e-mail learn.more @icatlogistics.com




It doesn't take a leap of faith.

When was the last time you truly thought about your future, your growth plans or
your business risk?

ICAT thinks about it everyday.

Think of us as your growth counselor and business insurance partner. In an
industry where 4% growth is considered standard, ICAT shattered the mold, growing
more than 60% in each of the last 3 years! And we are not slowing down.

Propel yourself into a better future. Become an ICAT agency today.

Call Jean Perkins at 800-572-1324 to learn more. One Call, Right Solution...Done.

Protect and grow your company's future, A*
Thanks to all of our . .
partners for making
these awards possible! Isnc' I E I:I -[
; u logisticmc.
Maving at the speed of right.
www.icatlogistics.com

800-572-1324

2008 ICAT Logistics, inc
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The .ORG Blog

Published by the executives of .ORG, The Public Interest Registry

.ORG 2.0
Posted by ORG Ambassadors & Advocates under .ORG Community, Domain

Names, Internet
1 Comment

This month, as a continuation of our ‘Guest Blogger’ Series

§ focused on getting the insights from experts in the field of

; L_.,) technology, security, social media, and non-profits, we
talked with Beth Kanter, of Beth’s Elog - How Nonprofits Can
Use Social Media to share some of her insights on social
media, technology and best practices for the nonprofit

and .ORG Community. We thought her insight on this
subject would be particularly helpful to our community, as
so many .ORG's are already participating in social media in a number of ways to
continue to pursue their missions, causes, or ideas. From a technology perspective,
collaborative technologies enabled by Web 2.0., such as blogs, wikis and video, have
become a perfect match with the .ORG domain and community sites. Beth points out
that today’s .ORG social media stars— organizations such as The Nature Conservancy,
The Humane Seciety of the US, Greenpeace, The National Wildlife Federation, and The
Red Cross—are a few really brilliant and well done adopters of these practices. Beth
explains, “Activist organizations and public advecacy groups are ahead in adopting
social media because they have to communicate quickly with their audiences. They are

About the Site:

Published by the executives
of .ORG, The Public Interest
Registry

Authors:

# Alexa Raad, CEO

» Crystal Peterson, Marketing
& Communications Manager
» David Maher, S5VP, Law &
Policy

» Adam Palmer, Law & Policy
Counsel

» Lance Wolak, Director,
Marketing & Product
Management

» Lauren Price, 5r. Prod

Mackatimm M
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Dot org was created in 1984 with .com, .gov,
.edu and the other original top-level domains
(TLDs). In 2002, the Internet Society created
The Public Interest Registry (PIR), which
assumed the management of this domain in
2003. The transition was the largest transfer in
history, with more than 2.6 million domains
moved in just over a day.

Since 2007 The Public Interest Registry (PIR)
has been run by Alexa Raad, who came to the job
from dotMobi, a start-up TLD, and Verisign,
which previously had a monopoly on domain
registrations.

Raad attributes her success managing the
organization — it surpassed 7 million registered
domains in 2008 and is the fastest-growing TLD
— in part to effective team building. “I focused
on choosing a team | could count on and then
nurtured them, as | have throughout my career. |
lead by example. | encourage accountability and
trust and have always believed that a happy
person makes a better employee,” she said.

What makes the business of operating the .org
TLD different is the spirit of the nonprofit
Internet community, which harkens back to the
early days of the Internet. It advocates Internet
advancements, addresses privacy and security
issues, and works to promote Internet access
around the world. These elements of the Public
Interest Registry's mission go well beyond
maintaining a database of domain names that

.ORG, THE PUBLIC INTEREST REGISTRY

point to the Internet addresses of websites and
other resources.

Under Raad's guidance, the company has
strengthened in the areas of growth, team-
building, sales/channel development, and the
construction of strategic alliances and market
development.

Raad sees her role as the person best positioned
in the company to take measured risks and lead
in new directions. “In order to grow,” she asserts,
“you must reach beyond what you think is
‘reasonable.””

She sees considerable opportunity for growth and
is actively pursuing new markets. The key new
markets in which to promote .org's visibility and
image are Germany, the United Kingdom and
China. “While many companies have pulled back
on their expansion plans, | have no plans to do
so — just to be discerning about my
investments.”

The .org TLD and the company that now manages
it have been pioneers as long as each has
existed. Raad revels in this sort of unknown
future path and creating an organization with the
agility and flexibility needed to navigate it.

ALEHA RARD ceo

Raad with her colleagues at a company
function.

ever ask is
WHY"”?

INDUSTRY: Top level domain registry
IN ANUTSHELL: Spun off from the
Internet Society in 2002,

it is responsible for registering
domains in the

.org top-level domain

FOUNDED: 2002

'WEBSITE: WWW.pir.org

BOOT CAMP
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Nonprofit Web Sites A Hit At The Webbys

ome 17 .ORG Web sites were rec-
ognized in almost two dozen cat-
egories in this year’s Webby
Awards.

Established in 1996, the Webbys are pre-
sented by The International Academy of
Digital Arts and Sciences, a 650-member
body of Web experts, business figures, lumi-
naries, visionaries and creative celebrities.

‘The Webbys continue to see a significant
rise in .ORG winners, with 22 this year.

“As the official sponsor of this year's
Webby Awards, I am excited to cheer on

the nominees as well as the winners.” said
Alexa Raad, CEO of .ORG,The Public Inter-
est Registry, (Www.pir.org), the Reston, Va.-
based company behind the domain name.
Nearly half a million votes were cast
by people around the world for their fa-
vorite winners in The Webby People's
Voice Awards and winners of the 13th
Annual Webby Awards hail from 14
countries.
WEBBY AWARDS
Student: Missionlocal.org, Graduate
School of Journalism at the University of

California-Berkeley
Charitable Organizations Nonprofit:
nature.org, The Nature Conservancy

June 15, 2009

Tourism: Tourisme-montreal.org
Youth: Kids.tate.org.uk
PEOPLE’S VOICE AWARDS

Cultural G heim.org,
Guggenheim Museum

Education: Smarthistory.org
Government: BayBridge360.0rg
Health: TakeCareDownThere.org,
Planned Parenthood Columbia Willamette
Law: Womanslaw.org

‘Music: NPR.org, National Public Radio
Netart: Dreamgrove.org

Radio: NPR.org, National Public Radio

JUNE 15, 2009 THE NoNProrrT TIMES www.nptimes.com

A i iwmf.org, International
‘Women’s Media Foundation

Education: Edutopica.org

Humor: Failblog.org

Radio: NPR.org, National Public Radio
Netart: Jacksonpollock.org

Politics: FactCheck.org

Podcasts: NPR.org, National Public Radio
Youth: Dosomething.org

Weird: Failblog.org
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Security strengthened for .org domain

By William Jackson o Jun 03, 2009

DNS Security Extensions signs .org as first open top-level domain

The Public Interest Registry, which manages the .org top-level domain,
yesterday digitally signed the .org zone using the Domain Name System Security
Extensions (DNSSEC).

DNSSEC lets DNS queries and responses be digitally signed so they can be
authenticated and are harder to spoof or manipulate. But both sides of the
exchange must be using DNSSEC in order for it to work, and it will be some
months before the new security service is rolled out to domains registered within
the top-level domain

“We want to do this in a responsible manner,” said Lance Wolak, director of
marketing and product management for PIR

During a beta-test phase the extensions will be trialed in a test bed with domains
registered specifically for testing. “When all goes well with that, we will reach out
and begin working with live domains,” Wolak said. “We expect to be doing this
throughout the rest of this year and into 2010.”

The signing came three months after the government implemented DNSSEC
protocols throughout the top tiers of the federal Internet space by signing the
_gov top-level domain. Agencies are to begin deploying DNSSEC within their
second-level domains, such as gsa.gov. by the end of the year. Rolling the
security extensions out in the .org domain will be a significantly larger

The .org is the third largest of the open top-level domains — behind

1)

Mobile and Wirel

Networks
Communications Systems

Open Source
Storage
State and Local

Software/Web
Applications

Training/Certification

Web Str;

.com and .net — with more than 7 million registered domains. The .gov top-level
domain has about 3,700 domains registered in it

The 26-year-old DNS maps domain names to IP addresses and underlies nearly
all Internet activities. DNS replaced the host-table naming system, which dates
back to the Intemet's predecessor the ARPAnet and predates the
implementation of TCP/IP. With the host table, a centrally managed file
maintained by the Network Information Center at Stanford University was
updated every week or so to map between host names and location on the
network. Network users could download the file to get up-to-date addresses.
That was adequate during the pioneering days of the interconnected network,
but would not scale to the levels needed as the Intemet grew. DNS is a
distributed, hierarchical scheme that lets everyone look up addresses without
having to maintain a separate copy.
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Use of new security method urged to fight fraud, viruses

By Darlene Darcy
Staff Reporter

Adding a new, industrywide
level of security to the Internet
would create a hefty expense for
many busineses, but it also could
be a boon for companies with the
technology to validate the sources
of data transmitted via the Web.

Leading the charge to fortify the
Internet is Reston-based Public In-
terest Registry, which administers
the .org domain.

‘The company joined with other
Internet players to form the DNS
Industry Coalition to combat do-
‘main-name fraud — a type of data
hijacking that can lead to breaches
and other cybercrimes. DNS is short
for domain name system.

The coalition’s solution: wide-
spread industry adoption of a
data authentication method called
DNSSEC, lingo for “DNS security.”

The method uses domain name
security extensionsto verify sources
of dataand properly direct people to
intended Web sites rather than fake
ones, thus preventing theft and the
distribution of “malware,” software
that causes computer viruses.

DNSSEC implementation can
be daunting and costly in both
labor and cash, said Rodney Joffe,
senior vice president and technol-
ogist for Sterling-based NeuStar
Inc. which operates the .biz and .us
Internet domains. “For large com-
panies like us, [the investment] is
in the millions of dollars.”

Nevertheless, the coalition is
growing and gaining momentum
- good news for companies pro-
viding related security software
and outsourced support services.

The coalition formed an imple-
mentation review team in March
and is developing DNSSEC proce-
dures, hoping to begin beta testing
in the first half of this year.

“We are doing an assessment
of external factors, looking at the
infrastructure across the DNS, the
levels of software people are using
and whether they are DNSSEC-
aware,” said Lance Wolak, Public
Interest Registry’s director of mar-
keting and product management.

By May, the group hopes to
show thatiits software can integrate
with other industry software.

Several information  technol-
ogy services and software compa-

OIS, Lo

WORTH THE COST: The cost of a new security method to protect domain names is
less than the cost of not implementing it, says Internet industry leader Alexa Raad.

nies — such as NeuStar, Mountain
View, Calif.-based Verisign Inc.
with offices in D.C. and Dulles, and
Secure64 Software Corp. in Green-
wood Village, Colo. — already pro-
vide managed DN services to their
customers and are beginning to of-
fer DNSSEC tools commercially.

The coalition, which began
with seven industry members last
August, now has 30 members.

Its most recent endorsements

came from Vint Serf, Google’s vice
president and chief Internet evan-
gelist, and Dan Kaminsky, famous
in the security arena for uncover-
ing the critical vulnerability in the
Internet’s DNS that was exploited
by the Kaminsky bug.

A number of domain registries
also have joined the group, includ-
ing Educause, which operates the
edu registry from offices in D.C.
and Boulder, Colo., VeriSign,

which operates the .com, net, .tv
and cc registries, and NeuStar.

Since the Kaminsky bug discov-
ery last summer, Internet indus-
try leaders are more aware of the
‘Web’s infrastructure’s vulnerabil-
ity and the rising cost of Internet
breaches. The secure flow of traffic
across the Internet’s domains has
become a priority.

U.S. computer systems attacks
that were reported to the FBI cost
$265 million in 2008, a 10.9 per-
cent increase from 2007, according
to the bureau’s March cybercrime
report. Globally, cybercrimes have
led to an underground economy of
stolen information, primarily bank
account and credit card data, val-
ued at §7 billion, according to se-
curity company Symantec Corp. in
Cupertino, Calif.

From Symantec’s Security Op-
erations Center in Alexandria and
abroad, the company responded to
‘more than 1.6 million new threats,
265 percent increase from 2007,
according to an April 14 report.

Despite the high implementa-
tion cost of DNSSEC, Alexa Raad,
CEO of the Public Interest Regis-
try, said the question
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Implementierung von Domain Name System Security Extensions

Auch fiir deutsche Reseller sind .org-
Domains interessant

15.10.2008 | Redakteur: Sarah Maier

Mit sieben Millionen registrierten Top-Level-
Domains ist .org nicht ganz so verbreitet im

I i Z Wi ispiel ise .com oder
fiir Deutschland .de. Alexa Raad, CEO von
Public Interest Registry erklart im Gesprach
mit IT-BUSINESS, warum auch deutsche
Unternehmen von der Endung .org profitieren.

ITB: Frau Raad, bei der Domain-Endung .org
kommt meist erst einmal der Gedanke an

Or isati wie Gr oder
Nachschlagewerke wie Wikipedia auf. Was soll
Reseller dazu bewegen, ihren Kunden eine
.org-Adresse zu empfehlen?

Alexs Raad, CEO von
Public Interest Registry

Raad: Prinzipiell kann jeder eine .org-Adresse beantragen. Ein Vorteil ist, dass
diese Top-Level-Domain bekannt und vertrauenswirdig ist. Sie hat im Laufe der
Jahre den Ruf erworben, dass sie qualitativ hochwertige Inhalte hat. Ein Grund,
warum sie besonders SEO-konform, also fir Suchmaschinen optimiert ist.
AuBerdem ist die Endung keinemn bestimmten Land zugeordnet. Deutschland ist
ibrigens nach den USA das Land mit der zweithéchsten .org-Verbreitung weltweit.

ITB: Es gibt rund sieben Milli .org: ins im z fast 74
Millionen .com-TLDs.

Raad: Das ist ein weiterer Pluspunkt. Bei uns gibt es deshalb ndmlich noch eine
grofie Anzahl guter Namen. Auch aus Markenschutzgriinden sollten sich
Unternehmen die .org-Domains fir ihren Namen sichern.

ITB: .org gibt es ja schon langer, aber nun scheint es, als wollten Sie
diese TLD besonders puschen.

Raad: Public Interest Registry hat die Verwaltung der .org-Domain 2003
ibernommen. Seitdem ist die Anzahl der Registrierungen von damals 2,3
Millionen auf heute Gber sieben Millionen gestiegen. Wir wollen nun an unserem
Bekanntheitsgrad arbeiten und klar machen, dass jeder sich eine .org-Domain
zulegen kann.

ITB: Welche Unternehmen konnten Sie denn bisher ansprechen?

Raad: Eine Vielzahl von Finanzinstituten beispielsweise. Gerade sie legen Wert
auf eine vertrauenswiirdige Adresse mit gutem Ruf,

ITB: Zudem sollen jetzt DNSSEC, Domain Name System Security
Extensions, eingefiihrt werden, um die Yerbindungen sicherer zu
machen. Wie kann man sich das vorstellen?

Raad: Das ist richtig. .org wird die erste generic Top-Level-Domain sein, die
DNSSEC umsetzt. DNSSEC ist eine Erweiterung von DNS mit der die Authentizitit
und D i itat von DNS-Tr ktionen gewahrleistet werden,
Identitatsdiebstahl oder das Umleiten von Daten-Traffic auf andere Webseiten
soll so verhindert werden. Wir sind momentan gerade dabei, diesen

icherheif hanismus zu impl ieren.

Sick
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Saving the world...
——

Si meliora dies, ut vina, poemata reddit, scire velim, chartis
pretium quotus arroget annus. scriptor abhinc annos centum
qui decidit, inter perfectos veteresque referri debet an inter vilis
atque novos. Excludat iurgia finis, Est vetus atque probus, cen-
tum qui perficit annos. Quid, qui deperiit minor uno mense vel
anno, inter quos referendus erit. Veteresne poetas, an quos et

1775 Wiehle Avenue & Suite 200 ¢ Reston, VA

Three letters at a time.

Si meliora dies, ut vina, poemata reddii, scire velim, chartis
pretium quotus arroget annus. scriptor abhine annos centum
qui decidit, inter perfectos veteresque referri debet an inter vilis
atque novos. Excludat iurgia finis, Est vetus atque probus, cen-
tum qui perficit annos. Quid, qui deperiit minor uno mense vel
anno, inter quos referendus erit. Veteresne poetas, an quos et

20190 USA * 703.464.7005 « WWW.pir.org

.org®

it All Starts Here.
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qui decidit, inter perfectos veteresque referri debet an inter vilis
atque novos. Excludat iurgia finis, Est vetus atque probus, cen-
tum qui perficit annos. Quid, qui deperiit minor uno mense vel
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tum qui perficit annos. Quid, qui deperiit minor uno mense vel
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0ld School. New School.

Discover all the exciting things that are happening at .0RG.

Si meliora dies, ut vina, poemata reddit, scire velim, chartis Si meliora dies, ut vina, poemata redit, scire velim, chartis
pretium quotus arroget annus. scriptor abhinc annos centurm pretium quotus arroget annus. scriptor abhinc annos centum
qui decidit, inter perfectos veteresque referri debet an inter vilis  qui decidit, inter perfectos veteresque referri debet an inter vilis
atque novos, Excludat iurgia fiis, Est vetus atque probus, cen  atque novos. Excludat iurgia finis, Est vetus atque probus, cen-
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It All Starts Here.

Bringing your start-up to .ORG is a smart move.

Discover all the exciting things that are happening at .ORG.

Si meliora dies, ut vina, poemata reddit, scire velim, chartis
pretium quolus arroget annus. scriptor abhinc annos centum
qui decidi, inter perfectos veteresque referri debet an inter vilis
atque novos. Excludat iurgia finis, Est vetus atque probus, cen-

Si meliora dies, ut vina, poemata reddit, scire velim, chartis
pretium quotus arroget annus. scriptor abhinc annos centum

qui decidit, inter perfectos veteresque referri debet an inter vilis
atque novos. Excludat iurgia finis, Est vetus atque probus, cen-
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BizActions
P, Box 20004

Butits wol aaystalball. |~

We like to call it the Predictability Tool:

a marketing strategy that will not only tell where

your best prospects are, but also help bring them

into your sphere of influence. You may not be

able to see the spirit life, but you'll definitely

It Gn have new business e®e .
development @ -
——— BizActions

‘ Getin on the action... BizActions!

Look what others are saying...
"I love BizActions because it lels me To see the future...
d, .
future. fomasL S 1066820 orvisit

love it as demonsirated with the high . 0
cpan raves. AND our prospect st www.bizactions.com/cpal
continues to EIDW‘ >

~Robs God, Partner, Berriatl Gold for more information.

© 2008 Betctens, LLG
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It can
eliminate
pests,

Butit' noC bugspray.

You know who they are. Those pesky clients who
seem like they're more trouble than they're worth.
But you're reluctant to resign their accounts
without a replacement waiting in the wings.

If that’s your situation, we have a marketing

tool that will knock
‘em dead. .. ._.-.

BizAction
(Get in on the action...BizActions!

Look what others are saying...
on THE TOL opomte my 0 et 1id of pests..
s call 866-811-2426 or visit
(1o the v www.bizactions.com/cpal
Nk ooty oo iy for more information.

0 2005 BizAstions, LLG

| utilized Biz
bility and nd
jority

BizActions
PO. Box 20004
Bradenton, FL 34204




MARKETING

BOOT CAMP

It can make
money magically
appear.

Butit' ot a magicwand.

It's the greatest trick in business: make clients

appear where there was none before. You can
do it — not with the wave of a wand, but the

simple click of a mouse. In a few days, we'll

show you how.
e ®as
-

BizAction

Get in on the action... BizActions!

Look what others are saying...
ry

For that magical feeling...

call 866-811-26:26 or visit

www.bizactions.com/cpal
for more information.

& 2008 BizAations, LLG

BizActions
PO, Box 20004
Bradenton, FL 38204
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BizActions
8429 Ahingdon Court
University Park, FL 43201

~ It'snotaaystal ball,
not a bug spray,
not a magic wand.
(Butitisinside.)

Mr. Bob Smith

ABC Accounting Practice
200 Maple kvenue
Anytown, USA

Postage
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BizActions
{oetin om the action... Bizctians!

Get more of the business you want.

This cost-effectve marketng tool is already used by 15 of the 1op 100 accounting firms in the
U5, and Canada, as well as hundreds of small and medium-sized firms. Why?

“Biztetions is the firm that can help more than any other in the marketplace.
—Bennett Gold Chartered Accountants (Torento, Canada, 18 employees)

"It has been THE todl to promote my business.”
—Crasley = Company {Atlanta, Georgia, twa emplayees)

"The main benetit of BizActions, without a doult, is branding and paositioning, We have
become & player. We are noticed in the marketplace.”
—bAckonly & Asbury (Camp Sprngs, Penrsylvania, 75+ employees)

"Bizdctions has helped create new service opportunities.®
—Herbein + Company (Reading, Pennsylvania, 100 employess)

"Bizfetions was a camplete salution.”
—Habi, Arogeti & Wynne (Atlanta, Georgla, 200 employess)

BizActions can give you a complete communications system that:

® |5 easy to implement and manage

= Attracts new chents

# Bocets business and revenue from existing clisnts
» Pre-qualifies prospects

® YWarms wp cold calls

= Positions and brands your firm as a market leacder
# Builds client loyalty and retention

Please enjay the endosed gift, which we hope you’ll use to calculate how

much Bizdctions can boost your bottom Ene. |f the success aur clients have
enjoyed is any indicaticn, you're going to be using it a lot.

For a FREE one-hour consultation, with marketing ideas
you can implement immediately, please contact us today.

Call B00-123-L567 or visit www.bizactions.com
for your FREE trial demo.

BizActions » 8429 Abingdon Court = University Park, FL 43201

MARKETING

BOOT CAMP



L rry
* RMK

& associales. ine”

BOOT CAMP

“I am afraid that | need to ask you to hold off
sending out the final portion of the Beta-Testing.
We don’t have enough people on our sales staff
to keep up with the leads that are coming in. The
return is astronomical. It paid for itself in the first

week, got us past the gatekeepers, and got the
decision makers to call us.”
--Tommy Young,

Director of Marketing,
BizActions
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Marketing Vehicles Pyramid

S marketir Cost
Trade Shows & Event ~ Irlangle®
(CPM) rade Shows & Events a g

Web & Social Media

Advertising

Public Relations

-4 Reach s

©2010 RMR & Associates, Inc




e ML BOOT CAMP

RMR & Associates




1444




&% EM MARKETING

' RMR BOOT CAMP




MARKETING

BOOT CAMP

V‘"
R R

One month until product rollout.
Another sixteen-hour day.
Twenty-four perfect red roses sent.

 We get just as caught up in our
clients’ goals as they do.

Fortunately, our spouses understand.

n
ARMR

11 Aberng Moy |

1401 Rockville Pike, Su ckville, MD 20852, Tel: 301-217-0009, Fax: 301-217-5966, www.rmr.com | wrsmmimms |

© 3001 RMR & Associates, Inc. All rights reserned. - it 2
L
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3 Ensy Ways To Register!

To brgmirt, complete o G, bak e patel i S,

OV & i @ 40127 e ol 4
¥

e o ol Sraberiglonl aerong B B B

' T ik b g e Sty "
Saceepan i e Mg Erok Aoy

sy, Joay W o S s

e

T

e o
v

L

Che your way up...
Yyou can't afford to miss this seminar!
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MAKE SURE THESE BUZZ
WORDS DON'T COME
BACK TD HAUNT YOU.
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Fifth Step:

Creating a Budget:

Rule of 7

You need at least 7 impressions of your
message over 7 months to influence
your market.
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Creating a Budget:

The 3 most important secrets of
marketing success:

1. Commitment
2. Investment
3. Consistency
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Getting your message
out there.
What’s working now?

* Public Relations
* Direct Marketing
* Web, Social Media and e-Marketing
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One cost-effective marketing
vehicle is Public Relations
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PR

achieved through public relations

not advertising.”

—Al Ries
The 22 Immutable Laws of Branding

“The birth of a brand is




Ly

Aliwx!‘alkxmr BOOT CAMP

"~ “Why is Public Relations so oR
Important in Today’s Marketplace? gl

- Decision-making for business-to-business
B products is not a simple, rational process.

* There are all kinds of fears and doubts
present, which influence the buying decision.

- Companies need the third-party credibility of
Editors’ or analysts’ testimonials to replace
Fear, Uncertainty, and Doubt (FUD) with
Comfort, Stability, and Confidence.
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The Message

1. Make your message simple and clear, and stay
focused whether it is a press release, a pitch letter,
or a pitch call.

« Make the news “value” obvious.

« Have a consistent Press Release schedule. The goal is
to increase image and awareness for your company
through planned repetition.
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THIE

The Message

PR

2. Highlight what is unique about your product,
service, or company compared to the competition.

* Pitch your information in context of current trends.

« Understand the issues, buzz words and hot buttons
In your market or industry.
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THE
POWER

The Message

PR

3. Make your story compelling. Write strong pitch
letters, and follow up on them.

 The first paragraph should be the strongest part.

« A good way to make a story compelling is to use a
case history.
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The Editors

1. Take the time and do the research so that you contact the correct editors
at the relevant publications with the appropriate angle.

2. Be prepared to educate the editors if you want them to understand your
product or service—if you want them to "get it."

3. Another important thing to remember: Editors are very busy like the rest of

us. They work on tight deadlines—daily, weekly, or monthly, as the case
may be. Getting them any information they've requested by the their
deadline is essential.

4. Be as flexible as possible when contacting the media, and contact them
the way they like to be contacted. More and more editors prefer email.
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Horizon Consulting
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GE‘_; =4 ‘EI htbp:jfwens horizon-inc, comyindes: shitml +r ‘ | X | |Livs Search ||4‘J '|
i} & gDue Diligence, Appraisal Management, Data Entry & ... l } @ i @ 2 @Page = @TWB e
~
Locations - Contact - Login
CONSULTING
3
Where the range of vision has n limits... SERVICES DOING BUSINESS EMPLOYMENT
LEADERSHIP PROJECT MANAGERS COMMUNITY RELATIONS WHY HORIZONZ
~ - =
ISECIONTAIGED) 1
Document Due Diligence Financial Outsourcing Support Administrative Support
As part of its Document Due Diligence service Outsourcing senices to Horizon enables financial Haorizon has the skills and experience to provide
offering, Horizon will analyze customer documents institutions to focus on their core business of loan wvarious administrative support services such as
for completeness, compliance, and accuracy. origination and gavernment agencies, such as Data Entry, and Mailraom Management and
HUD and SBA, ta focus on their regulatory Processing Services. con
missions. continue »
Welcome to Horizon Consulting News & Events
. . . Wanda Alexander, President of Horizon
Welcome to Horizon Consulting. We're pleased to have this : 5
: . £ Consulting Has Been Named to the 2010
apportunity ta tell you abaut our company - our values, aur Smart100 Program by SmartCEQ Magazine

€D Internet #100% v

MO 3zesem
a iz New Businessik.,.

itk f v horizon-ing, comyfsbaut-harizon. shtml

@ iQ @ Monday
&ﬁ 4/5{2010

3103P Key Intiati,..
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Unread Mail - Micro,..
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Wanda Alexan
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A Newsletter Publication of Horizon Consuiting Incorporated

It came down to one last match! The CAA Tennis
Championship was on the line and the only thing
standing in the way rested on this match! Georgia
State could see the possibility of what had escaped
the school throughout its entire history. . .the tennis
tournament championship. The freshman player for
Georgia State, Martina, needed to win this second set
to seal the victory or endure more games in a third set.
She struggled with a shoulder injury so painful that she
was serving underhanded and so severe that surgery
was already scheduled. But the Championship was

on the line. The opponent from #2 ranked VICU took
advantage of the shoulder weakness and the fact that
Georgia State’s player was

unfamiliar territory (a collegiate championship match)?
What makes one give such an unbelievable individual
effort even though the result, the reward, is collective?
What makes us dig so deep when the jobs are gone,
the market is down and the news doesn't get any
better? What makes us, if we so choose, keep hope alive
and do what it takes to win.._.in life as in sports?!

| pray that everyone reading this letter knows the
answer to that question. An answer that can only be
provided if you can relate to the questions posed
earlier. An answer that Martina can gladly give
because she pulled that game out earlier this Spring—
collapsing after the last point but failing to hit the

Letter from the
President

. ground because her
B BB WE ARE ALL IN THIS TOGETHER AND THE all rushed out
chance she could creating INDIVIDUAL EFFORTS, ALTHOUGH PRAISED to catch her. Although “mmmwm“m
the need for Martina to AND SUPPORTED, NEVER OUTWEIGH THE she was named the TBIEE0
use her overhand which COLLECTIVE SUCCESS. o ing performer mn:ﬂu i)
obviously caused severe of the tournament,
|pain. Martina never backed in oy
she basked only in the Wanda A
down from the overhand )\ that for the Principal,
feturns although a blind § first time, her TEAM WON  Seghen . Coskey
man could see the level of . the CAA tournament Founder and Principal
pain and distress it caused for Georgia State and Human Resources
her.Tired from a grueling was going to the NCAA Kathy boheson
three days of tennis ] tournament for the fist " Pt
games, sets, and matches fought and won, it came time in the schoofs history. What Martina knew was Project Mamagers/Supervisors

down really...to this game!

Ever been in a situation in life when it all rested on your
shoulders? Ever been in a circumstance that seemed
too big to overcome yet you look back and realize *
made it?" Didn't those moments strengthen you for
the next time a similar situation arose? Right now the
INBA Basketball play-offs are down to East and West
title games to determine who will play for the coveted
title of NBA Champion. What makes Kobe, LeBron and
the Bird go out game after game and give the best
they've got, through flagrant files and not so nice fans?
What was it that made Martina stare down that pain
and keep moving though she was so weakened and in

Letter from the President.

that her individual performance impacted the entire
team and playing through injury and fatigue did not
outweigh the goal. Martina knew that she may have
been on that court physically alone, but her team was
holding her up, cheering her on, trusting that she could
do it and they could all win. What Martina knew, and
what we honor here at Horizon, is that we are all in this
together and the individual efforts, although praised
and supported, never outweigh the collective success.

Enduring until the end,

'WANDA A. ALEXANDER
Proud Aunt of a Georgia State Tennis Playing Seniori!!

Gesnice lames.
Senir Pect Manoger — Atonta
Shawn Lawsen, Susmes Toten
Alnta bsurng

D Casry

Phiodephia bsuring

Carmen Seinaro, Peggy (ulp
Santa Ang learing

e Hangen
Technial Reviews, AiMs
Lucousa Mallard

Derve esing Sppart

Garlyn Bodhington
Phiggiphia insunng Support

Gring Back o the Communiy.
Leading Her Yy

7
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Horizon President Wanda Alexis Alexander shares her climb to
the top with Business Reporter Tom Heath.

The Washington Post

Lessons learned on the road, from office assistant to business owner

VALLE ADDED |
Thowmas Heenlfy

Faoed 2 miri-criss at the
begnning of my senjor year
at Fordham University in

In the News
Excerpted from the

Tun in the best interest of
Alexander

N Yook, inestars —
Through carcless o ompATG  yphunteered.
procrastination. | had fuiled 10 Wﬂlmmﬂmmﬂmwmdﬂmm‘mlwvm- “It wiis new [ the Industry,
apslots the forvign.La emplayer. snil [ knew that was the plare to
mummnhlmml be" she said
ok my case Ceanry il for &n SR-an-hoar Alexancer kearned the asset
i #102-0mpl Job posted on & bulletin board. husiness and left
hnidec:m;mla,ud[:-dw povernment consulting company  The job wasat e Nagional HCHP in 1990 for ancther
extr IMAEage for company, where she suayed five
muinor in English. ! the hi yesrs bofore buyinginte He
The dean, & Jesuit pricst Feloral Housmg Adimindstrasion. [t was 1980, and -
named Father Bobert Foth, She doesaton of retworking  became a 20-hour-a-wesh coffice She NegotALed 100w 3 BN
waived the i i i X typing 1 chank .
ot really. But | got mybashielor’s  yolungesrand women's busipess &l correspondenee, (ling, A Husleos; gwaie
degree in 1577, | beeame 1 advocate in the answering phanes — doing ‘worked with er
reparter and WAESerppy én0Vgh region. She gives and anything. She did  sgreed to sl her 51 percent of
o work iy way to The Alexander imparted several life & 50 well and so fast that thye comapeny, which shie funded
Washington Post, 1 have never and [’ Alexander i ather o of her
fargnten the bresk Father Roth  that explaioed how she weat parts of the company when she “Vou can do alot more with a
N T from secretary Lo the owner of an Ter -
Basiness owner Wanda ndllion busines:, [ fou services to others. . she
reminded me of ry P 5 * “Thecame afloater, she said said. “It's 3 no-brainer”
predicunen. She was blessed with "My product was grod. [Lwis Forizon grew forseven years,
Shewas 5 thisd-yesr baginess) T.\.,..” i ertor-free and done oo time. They  When in 2001 it was decignated a.
sevounting student at the “Thve nabdelle of five children, she  would send meto othes divisions basiness
U‘\nmmqunuuyh-ds&alhy recalls: "My father asd motber o do the work” enterprise by the Small Busines
WM ‘mmﬂh mldln T e b ok Iahum‘l sald the sompany’s
oat. Her mother: 4 of the er or|
every two weehs, they bought parts campaty:
o mmarch back o Park. savings bonds. My father Sheread sverything she tryped, revenwe doubled from 43 million
e ESOLALINIA By At Pt 6 million after it receved its
thie school, and “we won't .l would put the bonds inthere  “I Iwrote o press rehease end knovn s 8(a). The

your fathery 2 D.C. Arefighter
saved for years to put his
kids through college.
Alezarvler loand a sympathetic
ear in the dean of the business

Alexander reinstated in
Miarviands Family and
Cammunity

curticuhem, and she graduated in
1581 wilha degree m general
studies.

She sl remembers Tean
Miattingty” of the husiness college
as samennewho pliyed a bey role
m hrelping ber to get where she is
today.

And where is that?

Alexander, 51, is presi
mjarity awner of Loudoun

Wolume 10, Issue 1, Spring 2010

indnte orter. Whea & got full, e soimecie was a developer ona #(a)eapires in December, The
wold start another case. deal, Twould go d talk 0 blile
Her fatter worked side jobs te -In-m.(j.mmn&»lmw erushed Horizon's market shars,
help buy the bends, and her <
mother worked for the DUC. mwmmm 2004 and §122,000 in 2005, Her
staff dropped from 150 employess
o public assi One of NCHF 1023 by 2006, Those are the only
and inta jobe "My mother was knocked on herdoor oredayand  vears Horizon has lost meney
wvery business-minded and md.'humwmdnummlq sinoe it was founded in 1964,
- hane beand great One other thing She
Merander wos o fast and m,ﬂ:\d.é]nsl wanbed lndnml e 5
accarate iypist. you e gor
i fund at College Fass.
“1 rocked. Typing was yeur doing’ scholarship
tihet toride. My mom brocghta (Fothls day, Alezaades sadd, "7 PAreel’ names, which the
typewriter home and said as larg. y i
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Awards and recognitions:

LE:«UERSHP-SH’.JEDY-EHAME@

enernorsng
Womer

2010 AWARD WINNER

ererpnsng Inc.

Women 5 o

% DULLES REGIONAL
CHAMBER of COMMERCE

Great Conpnections
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Sixth Step:
Evaluation & Accountability

Measure back to the areas where MARCOM
plays greatest role:

e Increased awareness

e People now understand what you stand for
— “get” your image/position in the market

e You have a steady stream of qualified leads
coming in from your MARCOM efforts
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For more great tijps,visit RMR’s
website at: www.rmr.com

‘ REMARKABLE MARKETING RESULTS!

RMR INTELLIGENCE »
CLIENT LOGIN »
COMPANY SERVICES NEWS & EVENTS PORTFOLIO (CONTACT US »

ik

“We offer the depth and breadth of experience
to take you to where you want to go.”

Careers
Directions
About Us
Home

Advertising, Marketing & Public Relations

ted” isn’t a

Find out how

COMPANY NEWS

june 26, 2006

G
CLIENT BASE »
W

It's the foundation for everything we do.

Companies that are looking to build their futures can't be
satisfied with past successes. “What have you done for
me lately?"isn'ta cliché. It's what should drive a
company’s relationship with its marketing parner.

Its what drives RMR & Associates. Our job is to help drive
sales by generating leads, inquiries and interest for our
clients. When we design a public relations campaign that
causes a 300% increase in media placements, an
advertising campaign that sends sales soaring 50% or a
direct response piece that shatters every record in the
book, we don't say, “hey, that was great,” and refax

We say, "how can we top it?" The answer is we top it by
breaking the agency mold with unusually aggressive and
highly innovative integrated marketing campaigns. We
Qgive our clients strategies and creative ideas not found in
any textbook. Then again, those textbooks were written in

el roup, MicroPact, and Design
+ Construction Strategies choose RMR

March 21, 2006
RMR ADDS THREE NEW TECHNOLOGY
ACCOUNTS TO CLIENT LIST b

Unanet, Pragma Systems, and Gloto Choose
RMR as Marketing and Communications Firm of
Record

more news from RMR & Associates »

Ww Ul - e:x.l,

For those of you who attendod ihe BuActons
seminar on November 3, 2005, click here to
download the presentation!

Contact Us Now!
the past e
In an industry rife with high turmover, RMR has had 33% of  [3sTName
its present accounts for more than five yzars. Why?
Because we sirategically identity and prepare for each Grganization
client's next marketing challenge, rather than rest on our
laurels. We also take a proactive, bottom line oriented [Phone
approach that finds advertising, marketing and public =]
relations opportunities for clients, rather than waiting for
our clients to find them for us. C
Wantyour trade show to grow into a major force and et
atiract live coverage from C-SPAN? Wantto go from atiny [ United States s

blip on the screen to a major player in the database
market? Boost membership by 166%? Break records for
sales leads?

RMR & Associates has done allnatand morefor s
clients, in industries including software, hardw;
associations, government, healthcare, biotech,
publishing, réal estate, retail, consumer senices,
business senvices, ravel and leisure, and pro bono (we
believe very strongly in giving back to the community).

©2010 RMR & Associates, Inc.

Keep me informed!
O piease contact me!

O piease email me the RMR marketing
whitepaper!

ﬂembé‘r. * w}

U.S. Chamber of Commerce




Thank you for joining us foday!
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MAKX

by Robyn M. Sachs

A dynamic new marketing book
from Robyn Sachs will be available on Amazon.com




